R Red Wing Shoe Company, Inc. 





RED WinGc LAUNCHES A New WEBSITE WHatT’s INSIDE 


T he new Red W ing Shoe website has been updated to reflect a Rep Winc / WORX™ 
more contemporary look for the brand. Important improvements CATALOG ISSUED* 
that make it easier for our consumers to navigate through our site have been The Summer 2003 Red Wing / 
added. Example: the store locator is now at the top of the home page. T his WORX wholesale catalog shipped 
function is one of the most visited parts of our site, that’s why we have made to most Red Wing and WORX 
this locator much easier to find — a great user 
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ae dealers the week of June 9th. Also Co-op UPDATES 
-friendly feature for those visiting our site. a: 
—— . included was a wholesale price list 
T he store locator remains in the same location om hath nrandePlessenereaank REPORTING 
on every sub-page within the site. Visit | _ a, REQUIREMENTS 
www.redwingshoes.com and check out the a ete ove Imlay a pile ieee 
sera noc vendbanGestadail for either brand. If you didn’t aes POP 
hi | “ " receive a new catalog, additional alleen 
We plan on introducing an updated WORX catalogs can be ordered by VaCOUENIRISG 
site in the near future. It will be similar in fad Winds hew wel homenane: contacting Red Wing customer ee er 
design and feel to the Red Wing site. service at 1+800-842-1301 
*N ote: Only accounts that ordered 48 
RED WinG Markets MEN’s & WoMEN’sS FOOTWEAR or more pairs from 6/1/02-5/15/03 
THAT Meets NFPA WILDLAND STANDARDS automatically received a catalog with 


W hen you read or hear reports of forest fires throughout our nation, you price lists. 


think of the brave and tough people who battle these ravaging events. Good 
news! Red Wing can now meet the footwear needs of these fearless men and 
women. Red Wings M en's style #699 & Women’s Style #1698 have 
successfully passed rigorous testing at Underwriters Laboratories (UL) to 
receive N ational Fire Protection Association (NFPA )-W ildland designations. 


M ore good news! Red Wing's NFPA-Wildland footwear includes a women’s 
style that is made on a women’s last. Red Wing is the ONLY footwear 
company to market a women’s boot with an NFPA-W ildland 
designation. Both the men and women’s styles will be available in 3 
widths. The women’s size offering for #1698 is: B 5-10, D 5-10, 
EE 5-10 and the wholesale price will be $105.50. Expect #1698 
to be available by M id-July 2003. T here will be no change Summer 2003 

in wholesale price for style #699 and the dash level for Red Wing / WORX Catalog 

the change will be L You may experience mixed inventory 

for a short time. 
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How To HANDLE RED WinG Comrort CASuUAL’s 30-DAy COMFORT GUARANTEE ak | | aa 
4D7WOEN 
= (SHOES® 
The new Red Wing Comfort Casual styles carry a 30-day Red Wing Customer Service and ordering ) ee 
comfort guarantee. W hile we are confident that the risk item 39333. 
be minimal, we ask that you handle such a return most economical means. 


promptly and courteously. H ere are the proper procedures 
for handling a comfort guarantee return: 
1 The customer need only present his/her receipt as 
proof of purchase that their return falls within the 
30-day guarantee period. 


2. Once you have satisfied the customer falls within 
the return period, you need to follow the normal 
process for returning defective merchandise for credit. 





You will receive a prompt credit for the wholesale cost of 
the returned merchandise plus your return shipping costs. 
Note: Canadian stores should not return any 
merchandise, your Red W ing representative will process 
your claims when they visit your store. 


We are confident that these new Red Wing casuals will be Irish Setter 
a long-term success and a plus business for your stores. 
T he above procedures can be found on the policies and 





3. Include a Return Merchandise M emo with the ordering information pages of the 2003 Red Wing 
defective merchandise you send back to Red Wing. A wholesale catalog. If you have any questions, please 
return merchandise memo can be secured by contacting contact your Red Wing sales representative. 
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SEVEN STEPS TO SELLING - STEP 4 


In the last three issues of Retail News we 
talked primarily about the physical and 
mental preparation necessary for a day’s or 
a career’s worth of selling (Step). We've 
stressed the importance of a good attitude, 
knowing your competition, preparation 
and first impressions. N ext we stressed the 
importance of how you greet and listen to 
a customer, and qualify your customer 
(Step 2 & 3). Now we wish to go over 
how to sell your product. 


Step 4 Measure - Sell T he Idea. 


N ow that you've learned how to approach, 
listen and qualify a customer, you're ready 
to present the appropriate choice of 
products that will satisfy his/her needs. 

As you are at the fitting stool, ready to 
measure and begin your presentation, keep 
these things in mind. T he salesperson that 
merely presents the appropriate product to 
the customer won't achieve the most 
success. Successful salespeople don’t 
present products to their customers. T hey 
present ideas. T hat’s because people don’t 
really buy products. Consumers buy an 
idea of what the product will do for them. 
T he product is just an accessory to these 
ideas. Your job is to find and then present 
the idea. T he best salespeople are very 
knowledgeable about product, but have the 
ability to explain them in simple terms. 

T he idea is to “simply paint the picture for 
the customer”. So why not take the time 
to polish your sales approach. Don’t 
become a “robot” in your selling 
techniques, but do practice your approach. 
The best people in any endeavor, are not 
the ones that finish their day and “leave it 
all behind” until tomorrow. T he great 
salespeople learn from others, even away 
from their workplace. H ave you ever gone 
to another retail business and heard a 
salesperson say something that you have 
used In your own presentation? Chances 
are pretty good you have. Conversely, have 
you ever heard a salesperson who had a 
sale ‘in the bag” and then blew it by saying 
something that just blew them out of the 
water? You've made mental notes to 
yourself to NEVER do that. To close not 
only more sales, but “better” sales, practice 
your presentation, keep a “winner’s 
attitude” - and of course - be yourself. 
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INDUSTRIAL UPDATES 





Industrial Folder Price C hange 


T he new Industrial Folder (item # 98325) is now $100 each, with the first 12 
free. Please revise your records to reflect this change. T his folder is 50% co-opable. 


Proper R eporting R equirement R eminder 


All participating GSA dealers must report all sales made under the GSA contract to 

Red Wing on a monthly basis by using the GSA Dealer Reporting form. Your reporting 
form must be submitted to Red Wing within ten calendar days after the close of each 
calendar month and should reflect all sales made under the GSA contract during that 
month. Even if you have no sales for a month you still need to send a report to Red Wing. 


Participating 3M Dealers: M ust send the designated 3M sales report to Red Wing on a 
monthly basis. If you are doing business with a 3M location and accepting their P-Card 
you must report the sales back to Red Wing. 3M is tracking retail locations that fail to 
report and will eliminate them from the program. 


Participating Waste M anagement D ealers: M ust return designated W M forms to 
Red Wing within 5 days after the sale. (N ew program started June 9th). 


T he above key reporting requirements are necessary to help us remain compliant, manage 
account relationships, as well as to better analyze our footwear programs. A ccepting sales 
from any of these accounts and not completing these reporting requirements jeopardizes 
Red Wing contracts with these accounts for the entire dealer network. We appreciate your 
prompt reporting efforts to maintain our positive working relationships with these accounts. 
Please send your Sales Report or GSA Dealer Reporting forms to: N ational Accounts, 
Red Wing Shoe Company, 314 M ain Street, Red Wing, MN 55066, or fax them to 
651385-1798. GSA forms may also be e-mailed to: GSA @ redwingshoe.com. 


Co-op REMINDERS 





Spring Selling Program A dvertising Claims Due July 31st 


A dvertising claims are due for the 2003 Red Wing Spring Selling Program 
participants who earned additional M uscle Shoe co-op dollars. Dealers who earned 
either $150.00 or $300.00 must submit a M uscle Shoe ad claim no later than July 31st, 
2003. Muscle Shoe specific ads must have been placed M arch through M ay. 


Please send in your M uscle Shoe advertising proof of performance to: Red Wing Shoe 
Company, Attn: Co-op Dept., 314 Main Street, Red Wing, MN 55066 to receive your 
credit memo. 


Service C asual Selling Program R ebates Issued in July 


If you took advantage of our special 2003 Service/C asual Selling Program by purchasing 
eligible service casual footwear styles listed below, you will be receiving a rebate in July. 
In addition, you will receive additional advertising and merchandising incentives 
proportionate to the size of your order. T he larger the order, the larger the incentive. To 
be eligible for this rebate and POP incentive, all orders must have been received at 

RW SC by May 31, 2003. Service C asual Eligible Styles Include: 6646, 6647, 6661, 
8600, 8602, 8636, 8637, 8646, 8647, 8661, and 8663. 

¢ 24-48 Pair, no rebate with 90 day dating 

¢ 49-72 Pair, $2/pair rebate, 120 day dating, and POP 

¢ 73+ Pairs, $3/pair rebate, 150 day dating, and more POP. 

Please note: POP items are scheduled to ship in July. 


Co-op Balance U pdates 


Want to know your co-op balance? Look for your co-op letter in June, which will state 
your current co-op balance. 


N ew Channel Promotions C oordinator H ired 


Michele Just has been hired as Kris Blaney’s replacement to handle the coordination of 
co-op advertising claims, and much more. M ichele has been with RW SC for 9 1/2 years, 
working 7 of those years in Retail Accounting. Please welcome M ichele. She can be 
reached at 1-800-538-5647 (option 2). 
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Vasque R eceives Product R aves 


If you aren't selling Vasque product in your stores, you 
may want to think again about your decision. W hy? Because 
Vasque has recently received considerable press coverage 
containing many rave reviews, and the product Is selling quickly. 


H ere are the highlights: 


¢ Vasque’s Velocity trail running shoe received the coveted Outside 
M agazine’s Gear of the Year Award in the Runners product category. 


¢ “Like High-Tops With Wings. Is it irony or revolution? The 
original old-school backpacking boot company unleashes the 
year’s best trail runner. ... the complete package. They fuse 
all the best elements of a road shoe with the necessary 
components of a trail shoe in a smartly designed kicker to 
carry you over just about anything.” -Outside Magazine, M ay 2003 


¢ “If cloning were legal, the Velocity would be a good subject 
to imitate.” Trail Runner Magazine, M ay 2003 


¢ “.,.All-weather, All-terrain boots for your hard-to-fit feet.” 
(Alpine GTX) - Backpacker Magazine, M ay 2003 


¢ "Go fast, spend less, tackle any terrain... Great ankle support 
and off-trail traction in a lightweight package." (Luna Leather) - 


Backpacker Magazine, | une 2003 


Vasque is very well known for its backpacking heritage, and the 
word is spreading quickly that this product-line has great shelf- 
appeal. Be sure to place your Vasque footwear 
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VASQUE PHONE NUMBERS 





FOR ORDERS: 800-842-1301 


VASQUE SALES 


EAST 

Maine, Vermont, New Hampshire, 
Massachusetts, Rhode Island 
North New J ersey, 

Bob Bruce (207) 781-4863 


Pennsylvania, West Virginia, Delaware, 
Maryland, South New J ersey 
Peter Burnes (301) 299-1927 


SOUTH 

Tennessee, North Carolina, 
South Carolina, Mississippi, 
Alabama, Georgia, Florida 
Ken Hurd (678) 352-0982 


orders today! 


Contact a salesperson near you to find 

out more about the latest Vasque 
product line, or simply place your 
Vasque order today. See below: 


MIDWEST 


Michigan, Indiana, Ohio, Kentucky 
Eric Haberman (412) 243-0908 


Kansas, Oklahoma, Texas, Arkansas, 
Louisiana 
Kevin Cox (406) 585-0904 


North Dakota, South Dakota, 
Minnesota, Wisconsin, Nebraska, 
lowa, Missouri, Illinois 

Brad Werntz (608) 250-2400 


WEST 


California, Nevada, Arizona, Hawaii 
Dan Miller (909) 585-1537 


Wyoming, Utah, Colorado, New Mexico 
J ack Tackle (208) 787-1112 


Washington, Oregon, Idaho, 
M ontana, Alaska 
J im Purdy (206) 781-1984 


VASQUE APPOINTS NEW NATIONAL SALES MANAGER 


Vasque announced the promotion of M ark M athews to National 
Sales M anager of the Vasque Division. M athews was most 
recently responsible for Vasque product development. 


“M ark has an intimate knowledge of the outdoor industry and 
the Vasque brand,” said Rick A ppelsies, Vasque General 

M anager. “M ark’s background includes outdoor specialty retail, 
Sales representation and product management. M ark has done 
an outstanding job overhauling our product line. Now he gets a 


chance to sell it.” 







ADDRESS CHANGES 


If you have changes to 
your store information 
shown on the web 

o(=t-) C=) Koler= 180) ane) a 
1-800- Red Wing 
number, please contact 
Dawn McRoberts In 


New RETAIL OPERATIONS MANAGER 


Please welcome John Rademacher to Red 

W ing Shoe Company as Retail O perations 

M anager. John brings insight to his role from 
over 13 years experience in retail, including 
extensive experience in dealer store relations. 
John will concentrate on supporting all retail 
stores In driving more revenues, more pairs 
sold and improving store profits. H e will 
provide support and analysis to store managers 
and owners to improve store productivity. We 
wish John the very best of success and look 
forward to the contributions he will make to 
our company. 


customer service at 
651-385-6542. The 
Red Wing Store 
Locator - making it 
easy for customers to 
find you, and buy 
from you. 





IRISH SETTER UPDATES 





Grow Your Business With Irish Setter H unting Boots 


Use this growing brand to attract new customers to your store or to 
sell an additional pair with a work boot purchase. Irish Setter's new hunting 
styles were extremely well received in the 2003 fall selling season, 
as a result sales are up 50% over last year. Hurry! Be a part of the 
excitement and place your Irish Setter footwear orders today! 


Your customers will love the latest in hunting boot technology. 


N ew Ground Sensing boots - Comfortable, lightweight and 

extremely flexible. The unique UItraFlex construction 

allows hunters to feel a twig before they break it, 
allowing hunters to get closer to their prey. 


T he new Elk Trackers are lighter than the familiar 


alee Highlander boots and perform well in similar terrain. 


Big Game Trackers - T hese boots offer the best value in the line with a 
suggested retail price of $99 with Gore-Tex and 800 grams of T hinsulate 
Ultra. Feature these value-priced boots in your hunting boot advertising to 
drive traffic to your store, a favorite with retailers and consumers. 


Buck Tracker Knee Boot - Lightweight, breathable, waterproof, available in 
non-insulated or up to 1000 grams of Thinsulate Ultra. T hese boots fit great 
and are available in 1/2 sizes. 


N avigator Boat Shoes Sail Off Shelves 


Irish Setter's boat shoes are a retail success. M any retailers are writing fill-in 
orders and moving up their orders. Place your order soon! 


T hese great looking shoes are suited for casual use as well as performance 
boating applications. The multiple drain and air-flow ports quickly move 
incoming water away from the foot and keep air circulating for quick-dry 
action. Be sure to look for glowing N avigator product reviews in the 
following publications: 


¢ Outdoor Life * Boating Life * H ouseboat 
¢ Cabela's Outfitter Journal * Shallow Water A ngler 


With all this free publicity, you might want these shoes on your shelves before 
the customer comes asking for a pair. Prime boating season Is here; so order 
your N avigator Boat Shoes today. 


Make sure you can meet the growing demand. Call in 
your Irish Setter order today at 888-472-0087. 
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| CLEARANCE Day DiRECT MAIL 








A clearance direct mail next direct mail opportunity. Be sure 

postcard has been designed to keep in touch with your sales aun ' PROPER RED WING TRADEMARK REMINDER 
with a message that Red W ing representative for direct mail news, | 
retailers are clearing out old or be on the lookout for a sign-up i As we are all aware the Red W Ing brand Is a 
inventory. This direct marketing form in the mail. _ powertul asset. Consumers recognize the inherent 
campaign, which runs July 24 - Direct questions and/or feedback to quality and craftsmanship in the products that carry the 

Ci aa! Red Wing Shoes trademark. In order to maintain the value 

August 24, qualifies for Red Wing's jane Sturges at: 651-385-1808, or phaeed Wii ince anda’ , 
50% co-op offer. If you didn’t jefe cianaso ted winesioecoin. of the Re Ing trademark ana the long-term success o 


our business it is necessary that we strictly manage where 
and how the trademark is used. W hile a single violation 
may seem inconsequential, collectively over time they will 


participate, don’t miss out on the 


TARGETING THE BUSINESS PROFESSIONAL jeopardize the Red Wing trademark and our business. 
N ew Comfort C asual Brochures Available We allow approved Red Wing retailers to use the mark in 
A special Comfort Casual self-mailer brochure is now available. This piece store signage, point of purchase materials, sales promotion 
was designed to help you target and sell our new casual shoe collection. items and media advertising. Basically this covers any 
T his new footwear line is one that easily adds comfort and style to any items that are used to promote our business. The 
professional's work-casual wardrobe. The comfort casual self-mailers trademark may not be altered in any way. We do not allow 
are packaged in lots of 100 (Free). Contact customer service at any retailer to apply the Red Wing trademark to any 
1-800-538-5647 and ask for item #94852. product for re-sale. There are no exceptions. T he official 


mark is available to approved retailers to download in the 
M edia Library tool located in the Dealer section of our 


New SHELVES FOR MOBILE SHOE TRUCKS AVAILABLE Red Wing web site (redwingshoes.com). If you have any 


N ewly designed shelves for mobile shoe trucks are available to help you questions or need assistance accessing the M edia Library 
merchandise Red Wing or WORX ™ footwear. The shelves are made of light please call Clare Pavelka at 651-385-1104. If you have 
guage diamond plate steel and contain no logos. Contact customer service at any questions regarding this policy please contact your 
1-800-538-5647 and ask for item #94999. Packaged in lots of 6 (Free). Red Wing sales representative. 





Retail News VolI.8 2003 


GoL# WWI 
NW'exseyd 


qivd LEEZ-990GS NW ‘Huim poy 


abeisod ‘S'n #99135 UIEW PTE 
peLOSald "su; ‘Auedwioy s0us Bul; poy 
sseiO ISII4 





